Contract management competence by Rendon, Rene
Calhoun: The NPS Institutional Archive
DSpace Repository




R. Rendon, "Contract management competence," Contract Management, (May
2017), pp. 10-11.
http://hdl.handle.net/10945/56618
This publication is a work of the U.S. Government as defined in Title 17, United
States Code, Section 101. Copyright protection is not available for this work in the
United States.
Downloaded from NPS Archive: Calhoun
10 Contract Management  ∕  May 2017
PROFESSIONAL STANDARDS CORNER
DR. RENE G. RENDON, CPCM, 
CFCM, FELLOW
  Director and chair, NCMA  
Professional Standards and  
Ethics Committee
  Associate professor, U.S. Naval 
Postgraduate School
  Nationally recognized authority 
in the areas of supply manage-
ment, contract management, 
and project management
The value that we, as contracting professionals, bring to our organization is the knowledge 
that we have and that we can apply to our jobs to support our organization’s mission.
For the federal government, the scope of contract management knowledge is embodied in 
the federal government’s contracting competency model. It should be noted that both the 
Federal Acquisition Institute (FAI) and the Department of Defense (DOD) use the same Con-
tracting Competency Model. This model consists of 11 units of competence, which includes 
10 units covering the contracting process and one unit covering professional competencies. 
A cursory review of the DOD Contracting Competency Model shows that the contracting 
competencies are limited to the procuring side of contract management; that is, the buying 
side. What is missing from the DOD model are the competencies involved in the selling side 
of contract management. Some federal government contract management professionals 
may consider the competencies related to the selling side of contract management to be 
unimportant to buyers. However, in my contracting career, I have always known the value of 
understanding “the other side” of contracting and how my procurement decisions would 
impact the seller’s activities. For example, during acquisition planning, when selecting the 
procurement approach, contract type, award strategy, or other contract terms and conditions, 
I always tried to anticipate how my decisions would impact industry and the potential offerors 
as they conduct their bid/no-bid decision and develop their proposal strategy. Furthermore, I 
would consider how my decision to use a fixed-price contract and a trade-off award strategy 
would affect the seller’s business development activities (such as developing market strategy 
and assessing competition) and affect the seller’s effort to develop a winning strategy to 
capture the business. The implications of the buyer’s contracting decisions on the seller’s 
contracting strategy are an important knowledge area for contract management profession-
als, especially the federal government contracting workforce.
NCMA understands the importance of both buyer and seller contract management com-
petencies and reflects this importance in the Contract Management Standard (CMS) and 
the Contract Management Body of Knowledge (CMBOK).1 The CMS and CMBOK consist of 
contract management guiding principles, contract life cycle phases, domains, competencies, 
and job tasks for both the buying side and selling side of contract management. Federal gov-
ernment contracting professionals, whose contracting knowledge may be limited to training 
provided by their agencies, will benefit greatly from understanding the “other side” of con-
tract management related to the seller side, as reflected in the CMS and CMBOK. Equally as 
well, industry’s understanding of the federal government’s buying side of contract manage-
ment, as reflected in the CMS and CMBOK, will also pay great dividends to their competitive 
position and business success. 
My mentors have always emphasized to me that contract
management is a knowledge-intensive profession.
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The words of my past mentors continue to 
resonate with me today—contract manage-
ment is indeed a knowledge-intensive 
profession. Successful contract manag-
ers must be competent in both sides of 
contract management—the buying side 
and the selling side. Government contract-
ing professionals should not limit their 
knowledge based on the competencies 
established by their agencies, but should 
look to the Contract Management Stan-
dard and Contract Management Body of 
Knowledge to ensure that they provide the 
value needed to support their organiza-
tion’s mission.  CM
ENDNOTE
1. The Contract Management Standard is accessible 
from the NCMA website at www.ncmahq.org/ 
standardfeedback, with a link available for provid-
ing comments to NCMA. The Fifth Edition of the 
Contract Management Body of Knowledge 
(CMBOK) will be published in July 2017.
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